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EXECUTIVE SUMMARY 
Homie Tech Solution is company that provide mini grinder for customers. Our client 
is customers identifying as middle and low class who want consume product with 
affordable price of product. We also targeting busiest workers because we have 
delivery services of our product to customer home. Homie Tech Solution provides 
mini grinder especially for kitchen utensils. 
Across Johor and Johor Bahru particularly the Homie Tech Solution business 
has seen an explosion of growth over the year. Johor Bahru is an area that we think 
the most suitable place to run our business. This is because, there are many new 
housing area and many people start to get a new home at Johor Bahru, so we target 
them as our customers. 
Nourish & Lift Enterprise marketing strategy is to emphasize the quality and 
price of our products and services. We offer the affordable price because some people 
I - ,._ •; 
in Johor Bahm have 'low wage. Thus, we develbp mar:keting strategy that gives : 
attraction to coine;oµr shop ·especially for low:;wage people; 
' : ' .· l .. L t,
' ·; ·. 
The 'm�n�gernent of Homie Tech Solutio1{_are Khairul Nizam; Ain Sofea, 
Aiman Rahman and Ruszaidee Rusli. Our workers have extensive experience in 
finance, businesses, sales and accounting. This four partners will be take role 
responsibilities together instead different duties and portfolio of partners. 
Already we have service and products commitments plan to aggressively build 
our brand through newspaper, ads, social media such Facebook and Instagram and 
signboard. This shop will be at Johor especially at Johor Bahru area. 
